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Directors 

Comments 


i hope  all  of  the  Marines,  sailors,  their  families  and 
civilians  in  the  District  had  a very  enjoyable  holiday  sea- 
son. 

We  did  some  good  things  in  December.  We  led  the 
nation  in  APR  for  the  month  with  a 1 .62  net.  NPS 
Reserve  contracting  was  also  outstanding;  we  wrote 
1 25  percent  of  assigned  mission. 

The  beginning  of  the  FMAM  period  is  at  hand  and  our 
1 20  day  pool  is  in  good  shape.  But  there  are  still  some 
holes  to  fill.  Look  for  quality  to  fill  those  holes,  and 
keep  the  DEPers  you  already  have  motivated! 


There  are  some  areas,  however,  we  need  to  work  on. 
As  a District,  our  overall  production  in  December  was 
not  our  usual  excellent  effort.  Also,  I encourage  every 
Marine  recruiter  to  begin  his  or  her  effort  early  each 
month  to  take  the  pressure  off  and  to  help  your  RS 
make  regular  phaselines. 

I know  our  Marines  can  do  some  fine  work.  It's  a new 
calendar  year  and  a new  quarter  for  the  FY.  Let's  set  a 
goal  for  January  to  be  stronger  than  December  and 
February  to  be  stronger  than  January.  Let's  show  our 
mettle  as  the  6th  District  Pacesetter  warriors. 

Semper  Fidelis, 

J.C.  LILLY,  Jr. 


Uncovered 


Seeing  stars  - GySgt  Harry 
Hishon  of  RSS  Ft.  Lauder- 
dale, Fla.  gets  the  opportu- 
nity of  a lifetime,  to  meet  the 
famous  actress  Brooke 
Shields.  Hishon  and  the 
other  Marines  in  the  area 
joined  area  servicemen  from 
all  branches  to  watch  the 
taping  of  a Bob  Hope  Christ- 
mas Special  in  which  Ms. 
Shields  starred.  Please  see 
story  page  3.  (USMC  photo 
by  Sgt  Henri  Bradford, 
PANCO  RS  Orlando.) 
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Florida  recruiters  attend  Bob  Hope 
show,  rub  elbows  with  celebrities 


By  Sgt  Henri  R.  Bradford 
PANCO  RS  Orlando 


For  many  years,  one  man  has  done  a considerable 
amount  of  work  to  bring  the  Christmas  spirit  to  the  men 
and  women  of  the  armed  forces.  From  the  cold  climate  of 
Korea  to  the  heat  and  jungles  of  Vietnam  to  the  war-torn 
city  of  Beirut,  Lebanon,  he  has  been  there  when  "morale 
needed  a shot  in  the  arm." 

And  just  recently,  he  performed  again  for  young  military 
men  and  women  - not  in  a battle  zone,  but  in  Ft.  Lauder- 
dale, Fla. 

Actor  Bob  Hope  and  his  entourage  arrived  in  the  city  to 
tape  several  scenes  that  would  be  included  on  the  actor's 
Christmas  special  for  network  television. 

Accompanying  Mr.  Hope  for  the  event  were  such  celeb- 
rity notables  as  country  music  recording  star  Reba  McIn- 
tyre, and  television  celebrities  Morgan  Fairchild,  Brooke 
Shields  and  Tony  Randall. 

Members  of  the  armed  forces  from  the  Ft.  Lauderdale 
area  were  invited  to  view  the  filming  of  two  scenes  for  the 
special.  While  none  of  the  soldiers,  sailors,  airmen  or  Ma- 
rines got  in  on  the  filming,  they  certainly  provided  a key 
ingredient  for  the  show,  the  audio.  As  each  of  the  stars 
appeared  on  the  stage,  they  were  welcomed  to  thundering 
applause  and  cheers. 


The  actors  and  actresses  were  kept  to  a tight  filming 
schedule,  but,  they  did  take  a few  minutes  in  between 
scenes  to  share  a few  laughs  and  talk  to  the  audience. 

And  for  two  of  the  Ft.  Lauderdale  Marine  recruiters,  the 
day  provided  them  the  opportunity  to  meet  a couple  of  the 
stars.  During  a break  in  the  filming,  GySgt  Harry  Hishon 
and  Sgt  Dennis  Rivera  went  backstage  to  meet  Brooke 
Shields  and  Mr.  Hope  and  to  have  their  photos  taken  with 
the  stars.  Although  the  meeting  only  lasted  a few  min- 
utes, the  Marines  relished  the  opportunity  to  speak  one- 
on-one  with  the  celebrities.  "It  was  really  a treat,"  says 
GySgt  Hishon.  "It's  not  often  that  you  get  to  meet  people 
like  that.  They  were  very  cordial  and  willing  to  take  the 
time  for  the  photos  and  to  meet  us." 


The  servicemen  provided 
a key  ingredient  for  the  filming  ... 
audio 


Following  the  meetings,  it  was  back  to  work  for  the 
actors,  who  still  had  two  scenes  scheduled  for  the  day. 

While  notall  the  servicemen  and  women  gotto  person- 
ally meet  the  stars,  the  chance  to  see  them  and  share  the 
time  was  worth  the  trip.  And  it  was  also  a chance  to  tell 
the  unselfish  celebrities,  "Thanks  for  the  memories." 


Brooke  Shields,  Bob 
Hope,  and  Morgan 
Fairchild  portray  a trio 
of  infants  in  a nursery 
during  the  filming  of 
Mr.  Hope's  Christmas 
television  special  in  Ft. 
Lauderdale,  Fla. 
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Recruiter 

teaches 

teens 

about 

patriotism 


Sgt  Pamela  Vajner 


Sgt  Heidenesher  instructs  a high  school  class  with  a lesson  on  patriotism. 


By  Sgt  Pamela  Vajner 
PANCO  RS  Raleigh 


What  does  patriotism  mean  to  you? 
To  Salisbury,  N.C.  recruiter  Sgt  John 
Heidenescher,  patriotism  is  a love  for 
his  country  so  intense,  so  heartfelt 
that  he  is  compelled  to  share  it  with 
high  school  students  throughout  the 
textile  region  of  North  Carolina. 

Tall  and  lanky,  his  boyish  grin 
spreads  from  ear  to  ear.  But,  the 
toothy  smilefadesand  a lookof  solem- 
nity appears  when  the  Cloverdale, 
Ohio  native  talks  about  his  country. 

"Too  many  people  these  days  take 
their  freedom  and  proud  American 
heritage  for  granted.  They  sit  in  his- 
tory class  and  fall  asleep  - instead  of 
sitting  up  and  taking  notice  of  the 
blood  that  was  shed  for  their  free- 
dom." 

Sergeant  "H",  as  the  kids  call  him, 
takes  a unique  approach  to  sharing  his 
knowledge  with  classes.  Most  of  the 
classes  begin  with  a challenge,  "I  have 
a $ 1 00  savings  bond  for  anyone  who 
can  answer  this  question . . . name  three 
of  the  eight  places  in  our  country 
wheretheflag  isflown,  by  Presidential 
proclamation,  24  hours  a day." 

To  date,  no  one  has  earned  the 
$100savingsbond.  But,  by  the  end  of 
each  class,  everyone  learns  the  an- 
swer. 

And.,  once  the  dynamic  young  Leath- 
erneck has  their  attention,  he  keeps  it 
by  relating  to  the  teens  on  their  level. 
"How  many  times,"  Sgt  "H"  asks, 
"have  you  stood  at  a football  game, 
waiting  for  the  game  to  start  and 
watched  people  be  disrespectful  to  the 
flag  while  our  National  Anthem 
played? 

"Overto  your  right,  your  buddy  and 
his  girlfriend  are  standing  there  being 


affectionate  and  he's  trying  to  get  his 
arm  around  her  waist.  On  the  left, 
some  other  friends  are  clowning 
around.  But  you  don't  say  anything  to 
them. 

"By  the  same  token,  you  look  down 
a few  steps  and  see  an  old  gentleman 
and  his  wife,  standing  still,  their  eyes 
affixed  to  the  flag  waving  in  the 
breeze.  They  are  older  and  slightly 
bent  over,  but  they  stand  as  tall  as  they 
can,  hands  proudly  over  their  hearts. 
You  notice  that  the  old  gentleman  has 
a tear  streaking  down  his  face.  That's 
patriotism." 

'When  / walk  into  the 
classroom  in  Marine 
"dress  blues , n 
it  gets  their  attention. ' 

Walking  over  to  the  flag,  Sgt  "H" 
lifts  the  standard  with  his  hand  and 
points  to  the  stars  that  represent  the 
50  states  and  the  red  and  white 
stripes.  "You'll  note  that  each  white 
stripe  is  surrounded  by  a red  stripe," 
he  explains.  "The  white  stripes  are  for 
freedom;  the  red  stripes  are  for  the 
blood  that  was  shed.  That  each  white 


stripe  is  surrounded  by  a red  stripe  is 
no  accident.  To  have  the  freedom  we 
so  richly  enjoy,  someone  had  to  pay 
the  price  with  their  life. 

"Although  I handle  each  class 
slightly  different,  I try  to  get  the  same 
message  across,"  the  patriotic  25- 
year-old  explains.  "I  just  want  the 
young  people  to  sit  up  and  take  notice 
of  their  country.  I have  a bit  of  an 
advantage  over  their  history  teachers. 
When  I walk  into  the  classroom  in 
Marine  'dress  blues'  it  gets  their  atten- 
tion. They  know  that  I am  someone 
who  loves  his  country. ..enough  to 
serve  it  every  day. 

"Getting  into  the  high  schools  and 
speaking  to  them  this  way  has  really 
helped  me  getto  knowthe  students  on 
a more  personal  level.  They  are  more 
eagertotalktomeand  askmore ques- 
tions than  they  would  otherwise." 

The  renowned  author  Sinclair  Lewis 
said,  "Intellectually,  I know  that 
America  is  no  better  than  any  other 
country;  emotionally,  I know  she  is 
better  than  every  other  country." 

"It's  that  elite  sense  of  pride  that  I 
want  students  to  walk  away  with 
when  they  leave,"  Heidenescher  con- 
cludes. 


4 


Dixie  Digest 


Sgt  Chris  Whiting 

Cadet  Battalion  Commander  Arthur  Watley  proudly  holds 
the  MCROA  trophy. 


By  Sgt  Chris  Whiting 
Dixie  Digest  Editor 


The  Marine  Corps  Junior  ROTC  Cadets  of  Asheville  High 
School  are  the  best  in  the  nation.  On  December  10  the 
Marine  Corps  Reserve  Officers  Association  (MCROA)  Out- 
standing Unit  Award  for  school  year  1 986-1987  was  pre- 
sented to  the  Asheville,  N.C.  Unit.  The  trophy  is  the  Corps' 
highest  award  for  an  MCJROTC  unit. 

This  elite  unit  of  205  students  is  instructed  by  three  retir- 
ed Marines.  Col  Alfred  I.  Thomas,  a highly  decorated 
veteran  of  three  wars,  is  the  Senior  Marine  Instructor  (SMI) . 
He  is  assisted  by  Marine  Instructors  (Mis)  First  Sergeant 
Charles  Fisher  and  Master  Sergeant  James  Duncan.  Under 
their  motivating  tutelage  the  cadets  learn  leadership,  pride 
and  self-discipline  along  with  the  curriculum  of  basic  mili- 
tary subjects. 

Col  Thomas  was  clearly  proud  as  he  spoke  of  "his" 
cadets.  "In  the  last  ten  years,  this  is  the  third  time  we've 
gotten  this  trophy,  and  we've  been  first  runner  up  six  times 
- that's  nine  times  in  ten  years.  We  get  on  their  case 
sometimes,  but  it's  these  cadets  that  make  it  all  possible." 


Among  the  eighty  MCJROTC  units  in  the  nation,  only  the 
best  one  or  two  from  each  District  are  submitted  for  the 
MCROA  award,  according  to  Captain  Mark  Miller, 
MCJROTC  Project  Officer  for  the  6th  Marine  Corps  District. 

The  award  is  based  upon  drill  competitions  and  unit 
personnel  inspections,  in  part.  And  Capt  Miller  adds, 
"Community  service  is  a primary  criteria  for  selection." 

The  captain  says  the  Asheville  cadets  do  a lot  of  good 
work,  but  one  of  their  most  visible  activities  is  theirfuneral 
detail.  "They're  the  people  to  contact  to  get  a very  profes- 
sional military  funeral."  This  is  a great  benefit  to  the 
community,  as  there  are  no  military  bases  nearby. 

According  to  IstSgt  Fisher,  the  cadets  do  a lot  of  little 
things.  "We  help  raise  funds  for  children's  homes  and 
charitable  organizations,  such  as  the  Heart  Fund,  and  the 
Cancer  Society.  We  also  help  the  Social  Services  Depart- 
ment distribute  surplus  food  every  year." 

The  First  Sergeant  adds  that  the  unit  provides  color  guards 
for  local  college  basketball  games  and  drill  teams  for 
halftime.  "We  even  help  with  traffic  control  for  many  local 
bicycle  and  road  races."  As  he  puts  it,  "Just  about  any- 
thing that  goes  on,  we're  involved  in  it." 

The  unit  is  also  active  in  the  school,  providing  color  guards 
and  drill  exhibitions  for  high  school  sports  events. 

The  gleaming  trophy  was  presented  by  the  6th  Marine 
Corps  District  Deputy  Director,  Lieutenant  Colonel  J.  T. 
Luken,  Jr.  at  a ceremony  which  included  promotions  for 
1 25cadets.  The  program  also  featured  the  presentation  of 
a First  Place  streamer  on  the  unit  colors  and  of  a plaque  from 
the  Commandant  of  the  Marine  Corps  designating  the  unit 
as  a Nava!  Honor  School. 

Dr.  Robert  Young,  representing  North  Carolina's  U.  S. 
Senator  Terry  Sanford,  congratulated  the  cadets,  reading  a 
letter  from  the  Senator  which  said,  in  part,  "Your  loyalty, 
devotion  and  service,  exemplify  characteristics  to  which 
other  young  people  should  aspire.  You're  setting  fine 
examples  which  I hope  other  young  people  will  follow..." 

But,  the  unit  already  has  a good  start  on  following  that 
advice.  First  Sergeant  Fisher  maintains  that  the  reason 
students  join  the  unit,  initially,  is  for  the  prestige  of  being  a 
member.  "We're  winners,"  he  says,  "We  have  a full 
trophy  case  that  backs  that  up,  and  they  join  to  be  part  of 
a winning  team. 

"But,  only  the  best  stick  with  it.  As  the  grade  level  goes 
up,  the  bodies  get  fewer  and  the  cream  rises  to  the  top.  By 
the  senior  year,  only  the  best  are  left,"  he  explains. 

He  says  all  the  teachers  expect  more  of  students  in  the 
MCJROTC  unit.  "Disciplinary  problems  or  low  grades 
make  a cadet  ineligible  for  promotion  and  he  gets  pulled  off 
any  special  teams,"  Fisher  adds,  so  good  discipline  and 
scholastic  performance  are  the  rule,  not  the  exception. 

The  spirit  of  the  event  was  best  summed  up  by  LtCol 
Luken.  "This  community  supports  the  school  and  the 
school  supports  the  J ROT C unit  and  the  result  is  that  out  of 
80  units  in  the  United  States,  Asheville  was  selected  as 
number  one,"  said  the  Deputy  Director.  "And,  the  best 
thing  is  that  these  teens  have  learned  sportsmanship, 
teamwork  and,  most  of  all,  what  the  United  States  of 
America  stands  for." 
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MCOIC  credits  successful  RSS  to  teamwork 


By  Sgt  Mike  Ford 
PANCO  RS  Nashville 


"Recruiters.  My  recruiters!  They  are 
what  make  me.  They  are  what  make 
RSS  Nashville.  They  are  what's  most 
important  to  me,"  says  Gy  Sgt  Tommy 
D.  Fussell,  NCOIC  of  Recruiting  Sub- 
station Nashville.  "It's  not  my  office, 
my  high  school  or  my  system.  All 
that's  important,  but  it's  not  most 
important.  The  best  thing  going  for 
RSS  Nashville  right  now  are  six  highly 
motivated  recruiters.'' 

GySgt  Fussell,  27,  from  Saint  Ma- 
rys, Ga.,  wasselectedastheNCOICof 
the  Yearfor  FY  87  for  RS  Nashville.  He 
says  he  didn't  expect  the  award  and  he 
doesn't  want  credit  for  it.  "My  recruit- 
ers are  what  got  me  here,  they  deserve 
the  credit,''  he  says. 

GySgt  Fussell  came  to  recruiting 
duty  in  March  1 984  with  seven  years 
in  the  Corps  under  his  belt.  He  was  as- 
signed to  RSS  Huntsville  as  a canvass- 
ing recruiter.  In  June  1985  he  was 
meritoriously  promoted  to  gunny  after 
spending  21  months  as  a staff  ser- 
geant. He  continued  as  a street  re- 
cruiter until  July  1986  when  he  took 
aver  as  NCOIC  of  Huntsville. 

On  December  5,  1986  he  became 
the  NCOIC  of  RSS  Nashville  after  his 


stint  in  Huntsville.  He  was  nervous 
when  he  arrived,  he  says,  because  he 
was  still  a brand-new  NCOIC.  "I 
pushed  the  teamwork  concept  the 
most,''  he  says.  "We  all  started  as  a 
team  on  the  same  level.'' 

His  immediate  goal,  he  says,  was  to 
show  improvement.  The  gunny 
achieved  that  goal  in  a big  way.  RSS 
Nashville  went  from  an  APR  of  1 .43  in 
FY86  to  an  APR  of  2.37  in  FY87  and 
finished  as  the  number  one  RSS  in  the 
command. 


His  most  valuable 
assets  are  his 
recruiters 


Fussell  says  his  most  valuable  as- 
setsarehisrecruiters.  "I  try totreatmy 
recruiters  the  way  I would  liked  to  have 
been  treated  when  I was  on  the 
street,''  he  explained.  "You've  got  to 
care  about  them.  If  they  don't  think 
you’re  fighting  for  them,  and  standing 
up  for  them,  they  aren't  going  to  take 
care  of  you.'' 

From  December  1 986  until  the  end 
of  FY87,  the  Gunny  took  care  of  his 
recruiters  and  they  took  care  of  him. 
RSS  Nashville  garnered  six  awards  at 


the  FY87  awards  presentation  in  No- 
vember. They  received:  RSS  of  the 
Year,  Most  Improved  RSSof  the  Year, 
NCOIC  of  the  Year,  Rookie  Recruiter  of 
the  Year,  Most  Improved  Recruiter  of 
the  Year  and  2nd  Runner-Up  for  Re- 
cruiter of  the  Year. 

Those  results  were  produced  by 
teamwork,  according  to  Fussell.  He 
puts  more  emphasis  on  teamwork 
than  any  other  facet  of  recruiting  duty. 
"RSS  Nashville  works  it  as  a team, 
always,''  he  stresses.  "If  only  one 
recruiter  makes  it,  no  one  takes  off 
until  the  whole  team  makes  it.  Just 
because  an  assigned  mission  has  been 
achieved  doesn't  mean  you  quit  and 
watch  the  rest  of  your  team  die.  Re- 
wards come  to  everybody;  the  guy 
that  put  in  a little  and  the  guy  that  put 
in  a lot.'' 

Gunny  Fussell  says  the  bottom  line 
to  being  a successful  recruiter  or 
NCOIC  is  attitude,  motivation  and 
teamwork.  "We  can  have  the  most 
sophisticated  gear  in  the  world  but  if 
the  people  don't  want  to  go  win  the 
fight,  if  they  aren't  working  as  a team, 
and  if  they  aren't  motivated,  then  they 
aren't  going  to  do  it.  You've  got  to 
believe  in  what  you're  representing 
and  whatyou'reselling  at  1 00 percent 
in  order  to  go  out  there  and  be  able  to 
be  motivated  when  you  sell  it.'' 


Marines  earn  ’blues,® 
referrals  for  recruiter 

By  Sgt.  Henri  R.  Bradford 
PANCO  RS  Orlando 


The  old  saying  goes  that  "good  things  come  to  those  who 
wait.''  Butforthreeyoung  Marines  from  Miami,  Fla.,  sitting 
around  and  waiting  for  good  things  to  come  was  not  in  their 
vocabulary. 

As  members  of  the  recruiting  substation's  delayed  entry 
program  (DEP),  the  fouryoung  Leathernecks  provided  their 
recruiter  with  three  referrals  each  to  earn  the  coveted 
"dress  blues”  uniform  upon  their  completion  of  recruit 
training. 

"We  felt  that  with  the  help  of  our  recruiter  and  our  friends 
in  high  school,  we  could  get  people  interested  to  join  the 


Corps  and  earn  our  blues,”  says  PFC  Calvin  Barnes.  "We 
went  about  it  by  just  explaining  to  them  about  the 
challenge  of  becoming  a Marine,  belonging  to  an  elite 
military  unit  and  the  respect  and  pride  that  Marines  re- 
ceive. They  were  a little  hesitant  at  first  because  of  the 
stories  they  had  heard,  but  once  we  got  to  talk  to  them 
one-on-one,  they  showed  interest  in  what  we  had  to 
say,”  he  explains. 

"It  was  tough  at  first,”  says  PFC  Eric  Castro.  "I  didn't 
really  know  how  to  approach  someone  and  talk  to  them 
about  the  Marines.  But,  with  a little  help  from  Staff 
Sergeant  Ricky  Thompson,  our  recruiter,  it  got  a lot 
easier,”  he  comments. 

While  the  young  Marines  worked  hard  for  their  dress 
blues,  one,  LCpI  Christopher  Kennedy,  even  went  a step 
further  during  recruit  training  and  was  awarded  the  rank 
of  lance  corporal  and  the  title  of  platoon  honor  man. 

As  for  their  recruiter,  SSgt  Thompson  says  that  these 
young  Leathernecks  were  very  instrumental  in  working 
their  alma  mater,  Hialeah  High  School,  for  contracts. 
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Recruiter  puts  son  in  USMC  uniform 


By  SSgt  D.W.  Allen 
PANCO  RS  Macon 


On  November  25,  1987,  an  RS  Macon,  Georgia  re- 
cruiter experienced  the  proudest  moment  in  his  1 3 years  as 
a recruiter.  He  enlisted  his  son. 

"For  all  these  years  I've  been  looking  for  a few  good 
men.  And  as  far  as  I'm  concerned,  he's  as  good  as  they 
come,"  boasts  MSgt  Buford  Wilson,  who  is  a production 
recruiter  and  NCOIC  of  RSS  Sumter,  S.C. 

Even  though  Buford  A.  Wilson,  Jr.,  is  the  son  of  a 
Marine  recruiter  he  wasn't  given  any  special  high-tech  job. 
In  fact,  the  Mount  Pleasant  High  School  senior  didn't  want 
any  guarantees. 

"I  signed  up  on  a four-year  open  contract,"  explains 
thequiet  1 7-year-old,  "I'll  let  the  Marine  Corpsdecide  what 
I'm  qualified  for.  All  I want  is  to  be  a Marine,  like  my  Dad." 

Because  of  Buford  Jr.'s  age,  he  needed  the  consent  of 
both  parents.  Although  MSgt  Wilson  has  always  wanted 
his  son  to  join  the  Marine  Corps  and  Buford  Jr.  has  wanted 
to  be  a Marine  for  the  past  four  or  five  years,  his  mother, 
Sandra,  had  reservations. 

"At  first,  like  most  mothers,  since  Buford  is  our  first 
born,  I didn't  want  him  to  enlist,"  says  Sandra.  "He's  never 
been  away  from  home  before  but  this  is  something  he 
wants  todo.  I must  have  asked  himathousand  times,  'Are 
you  sure  this  is  what  you  want?'  And  he  always  said,  'Yes, 
Mama.'  So  what  could  I say?  He's  made  his  decision  to 
serve  his  country  and  be  a Marine,  so  I wish  him  all  the 
success  in  the  world,"  concludes  his  mother. 


SSgt  Douglas  W.  Allen 


Buford,  Jr.  finds  he  has  a way  to  go  before  he  fills  Dad's 
blouse. 


"These  Marines  and  the  poolees  that  I have  now  have 
really  been  a big  help  in  my  recruiting  effort.  With  them,  the 
word  about  the  Marine  Corps  and  the  opportunities  can  get 
around  faster,  and  when  the  Marines  return  home  from 
recruit  training,  they  are  an  excellent  proof  source  to  pro- 
spective applicants,"  he  explains. 

"Now  that  we've  had  the  experience  of  recruit  training 
and  aren't  on  the  outside  looking  in,  we  can  better  explain 
to  young  men  and  women  what  recruit  training  is  like  and 
what  they  can  do  to  prepare  themselves  for  training,"  PFC 
Barnes  says.  "Because  the  time  spent  at  Parris  Island  is  a 
once  in  a lifetime  experience,  the  physical  and  mental  stress 
thatyou  go  through  isverytough.  You  havetobe  prepared 
for  the  time  you  spend  there  and  if  you  are  prepared,  it  will 
go  a lot  easier  on  you,"  PFC  Castro  adds. 

Following  their  time  at  home,  the  young  Marines  will  be 
heading  to  various  schools  for  more  advanced  training. 
LCpI  Kennedy  and  PFC  Castro  will  be  go  to  Ft.  Knox,  Ky.  for 
training  as  a tank  crewman  and  PFC  Barnes  will  be  headed 
for  Camp  Geiger,  N.C.  for  infantry  training. 


Sgt  Henri  Bradford 


PFC  Eric  Castro,  LCpI  Christopher  Kennedy  and  PFC  Calvin 
Barnes  leave  Hialeah  High  School  in  their  new  "blues." 
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District  Director 
speaks  out 

By  Sgt  Chris  Whiting 
Dixie  Digest  Editor 


Editor's  Note:  This  is  the  first  of  a two-part  story  in  which 
the  District  Director  relates  his  views  on  a myriad  of  topics. 

The  Director  of  the  Sixth  Marine  Corps  District,  Col  J.  C. 
Lilly,  Jr.,  has  been  in  charge  for  about  seven  months  now. 
He  wants  everyone  in  the  District  to  know  how  much  he 
enjoys  being  a Marine  and  a Marine  commander.  "The 
greatest  privilege  a Marine  officer  has  is  the  opportunity  to 
lead  and  work  with  Marines,”  he  says.  "When  I was  a 
private,  people  said  never  volunteer  for  anything.  I learned 
later,  as  an  NCO  and  finally  as  a commissioned  officer,  that 
what  I'd  been  told  was  incorrect.  I learned  that  somebody 
has  to  be  in  charge,  and  that  somebody  may  as  well  be  me.” 
The  Director  says  his  philosophy  about  recruiting  is 
simple.  "I  don't  think  in  a peacetime  environment  there's 
anything  more  important  to  our  Marine  Corps  than  recruit- 
ing. Recruiting  is  the  foundation  upon  which  our  Corps  is 
based;  it's  the  future  of  the  Marine  Corps.  You  probably 
remember  the  quote  on  the  big  sign  at  Parris  Island,  that 
says,  'Whereit AIIBegins.'  Wellifitallbeginsthere, itstarts 


out  here  on  recruiting,  because  the  future  of  our  Marine 
Corps  depends  on  the  quality  of  the  people  we  put  into  it. 

Col  Lilly  started  out  in  the  recruiting  business  as  the  CO 
of  RS  Birmingham,  Ala.  shortly  before  the  advent  of  sys- 
tematic recruiting.  While  he  admits  systematic  recruiting 
doesn'tanswerallthe  questions,  hesaysyou  should  never 
sell  itshort.  "Ifyoudon'tuseit,  all  it  becomes  isa  collection 
of  useless,  information  and  data.  But,  if  used  properly,  it  is 
a tremendous  factor  in  consistent  successful  recruiting.” 

He  continues,  "Nine  times  out  of  ten  the  organization  of 
effort  and  time  management  brought  about  by  the  practical 
application  of  the  principles  of  systematic  recruiting  will 
solve  sluggish  production  problems,  assuming  that  the 
Marine  is  properly  led  and  has  the  desire  to  succeed. 

"When  you  talk  about  recruiting,  there  are  a few  people 
who  feel  the  pressure  of  quota,  no  matter  how  hard  sup- 
porting people  try  to  eliminate  it.  It  starts  with  the  Director 
- hefeelsthe leastpressure.  The nexttofeel pressureisthe 
RS  commanding  officer,  he'sonquota,  andtheNCOIC,  but 
most  important,  the  recruiter.  Those  are  the  folks  thatfeel 
the  pressure  of  quota. 

"To  reduce  that  pressure,  I'm  a firm  believer  in  using  all 
of  the  supporting  arms  that  we  have  available,”  he  ex- 
plains. "It's  just  like  an  infantryman  attacking  a hill.  He 
wouldn't  dare  just  run  up  a hill  without  using  artillery, 
without  using  air,  without  using  a base  of  fire  to  attack. 
And,  it's  unthinkable  to  me  that  a recruiter  would  try  to  go 
about  recruiting  without  using  all  of  his  supporting  arms. 

"The  pool  program,  the  high  school  program,  the  com- 
mand recruiting  program,  and  the  recruiter  aide  program 
are  all  examples  of  supporting  arms  - things  that  are 


Col  J.  C.  Lilly,  Jr., 
personally  reviews 
each  program  that 
has  a quantifiable 
goal  or  objective. 
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available  for  the  recruiters  to  use  that  will  produce  con- 
tracts and  reduce  the  pressures  of  quota.  "If  recruiters  use 
all  of  their  supporting  arms,  then  they  are  more  apt  to 
accomplish  their  mission,"  the  colonel  asserts. 

Our  goals  and  objectives  are  tied  to  what  the  Command- 
ing General,  Eastern  Recruiting  Region  and  the  Comman- 
dant want  usto  do.  We  also  havecertain  quality  standards 
to  meet.  Thus,  the  District's  objective  is  to  make  mission. 
This  means  to  ship  the  number  of  people  — regular,  reserve, 
officer  and  enlisted  — that  we're  supposed  to,  also  paying 
attention  to  standards  of  quality  such  as  l-IIIA's  andTier  I's. 

"Most  people  say  that  shipping  is  our  number  one  prior- 
ity, but  that's  not  exactly  true.  It's  like  the  question  of 
which  came  first,  the  chicken  or  the  egg.  You  can't  ship 
anyone  unless  you  write  a contract,"  he  says.  "In  that 
regard,  production  causes  everything  to  happen  in  the 
recruiting  business.  Writing  an  appropriate  number  of 
contracts  allows  usto  make  shipping,  which  is  the  mission, 
and  accordingly,  PRODUCTION  is  KING." 

He  says  there  are  a lot  of  indicators  that  tell  us  whether 
we're  doing  good  or  bad  in  a particular  area.  "We  ought  to 
be  able  to  tell,  in  some  sort  of  quantifiableterms,  how  we're 
doing  in  these  different  areas  which  the  Commanding 
General,  Eastern  Recruiting  Region  and  the  Commandant 
asked  us  to  do  well.  We  need  to  be  able  to  act  instead  of 
reacting  to  a problem,"  he  explains. 


'We  are  doing  extremely 
well  in  every 
quantifiable  area. ' 


Col  Lilly  compared  the  process  of  attaining  our  goals  and 
objectives  to  the  process  of  driving  a vehicle  to  a known 
destination.  "For  example,  if  you're  driving  down  the  road 
and  you  see  a yellow  light  go  off,  that  caution  light  is  telling 
you  the  light  is  getting  ready  to  turn  red.  The  same  concept 
applies  to  our  programs.  If  we're  only  getting  say,  22 
percent  contracts  out  of  the  pool,  that's  a caution  light 
going  off.  If  that  condition  isallowedto  persist,  then  we're 
gonna  have  a red  light.  You  can  tie  that  in  to  any  number 
of  programs  that  we  have,  so  that  we  measure  how  we're 
doing  and  act  when  a caution  light  is  going  off  to  take 
advantage  of  the  things  that  make  life  a little  bit  easier  for 
us." 

To  do  this,  he  looks  at  the  total  recruiting  effort.  Every 
program  that  has  a goal  or  objective  to  be  met  is  looked  at 
in  monthly  briefs  from  every  branch  head  and  selected  staff 
officers  at  District  Headquarters.  "We  are  doing  extremely 
well  in  almost  every  quantifiable  area. 

"We've  been  on  the  upswing,  basically,  for  the  past 
eighteen  months  and  I want  to  continue  that  trend,"  says 
Col  Lilly.  But,  a few  caution  lights  are  still  glowing,  as  the 
colonel  sees  it. 

He  feels  we  can  do  better  in  the  area  of  consistent  pro- 
ductivity which  is  intimately  linked  to  the  concept  of  recruit- 
ing mission  phaselines. 


"To  go  back  to  my  analogy  of  attacking  a hill,  a com- 
mander would  not  dare  to  move  his  forces  without  having 
some  control  mechanisms,"  says  the  Director.  "One  of 
those  mechanisms  is  called  a phaseline.  It  controls  the 
thrust  of  the  battle;  makes  sure  that  we  all  get  there  at  the 
right  time.  Without  the  control  mechanism  you  would  have 
absolute  chaos." 

In  the  recruiting  sense,  phaselines  are  applied  to  help 
keep  productivity  consistent.  According  to  the  colonel, 
most  of  us  look  at  recruiting  as  a 30-day  cycle.  "That's 
incorrect.  It's  a consistent  cycle.  Productivity  momentum 
must  be  maintained  all  the  time;  not  just  from  month  to 
month,  but  from  week  to  week  and  day  to  day."  He  says 
that  with  rear  end  loading  (seeing  the  end  of  the  month  as 
the  only  phaseline)  the  pressure  on  the  recruiter  never  ends 
and  the  number  of  days  in  which  he  has  to  make  mission  is 
cut  short. 

The  tendency  is  for  the  recruiter  to  peak  in  productivity 
at  the  end  of  the  month,  then  to  slack  off  at  the  beginning 
of  the  next.  About  mid-month,  the  pressure  of  deadline 
looms  and  he  cranks  out  a few  more  contracts,  repeating 
the  vicious  cycle. 

"The  advantage  of  front  end  loading  is  that  it  takes  the 
pressure  off  the  recruiter.  It  gives  him  more  time  off,  more 
time  to  plan  and  think.  It  makes  him  a better  salesman  and 
a more  consistent  one.  And  he  has  a full  thirty  days  in  which 
to  make  mission,"  Col  Lilly  explains. 

A second  "caution  light"  to  be  mindful  of  in  the  light  of 
recent  budget  tightening,  is  good  use  of  man-days  for 
recruiter  aides,  recruiter  assistants  and  permissive  TAD 
recruiters.  The  colonel  says,  "There  are  goals  tied  to  the 
use  of  these  man-days  and  we  are  doing  well  in  all  areas 
except  recruiter  assistants.  A recruiter  assistant's  sole 
purpose  is  to  write  contracts  or  produce  referrals,  not  to  be 
used  as  an  errand  boy." 

However,  he  says  the  use  of  man-days  in  the  recruiter 
aide  program  is  on  track  and  he'd  like  to  see  that  trend 
continue. 

"One  thing  I'm  particularly  proud  of,"  the  Director  contin- 
ues, "is  that  our  APR  has  been  superb.  In  essence,  during 
FY  87,  we  wrote  14  months  worth  of  contracts  in  12 
months." 

Not  only  did  our  pool  increase,  but  it  was  well  managed. 
We  came  very  close  to  meeting  our  goals  on  MCRDand  pool 
attrition.  Our  goal  was  20  percent  and  we  had  21  percent. 
"We  had  fewer  discharges  from  our  pool  and  at  Parris 
Island,  and  I'm  proud  of  our  recruiters  for  that  accomplish- 
ment," says  the  colonel.  "Managing  a pool  is  a challenge. 
The  recruiter  has  to  maintain  contact  with  his  poolees  on  a 
weekly  basis  and  keep  them  motivated,  eager  and  ready  to 
go  to  boot  camp." 

Another  area  the  Director  praised  his  recruiters  for  was 
sustained  quality.  In  the  mental  group  1-8 1 1 A and  high  school 
graduate  markets  we  have  kept  a good  positive  trend, 
particularly  on  the  reserve  side  of  the  house. 

Next  month,  in  Part  II:  Col  Lilly  discusses  leadership  and 
discipline,  outlining  what  he  expects  of  the  Marines  in  his 
command. 
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A Closer  Look 


CHAMPUS 

questions 

answered 

Q:  What  exactly  is  CHAMPUS? 

A:  CHAMPUS  is  the  Civilian  Healt'i 
and  Medical  Program  of  the  Uni- 
formed Services.  It  helps  pay  the  cost 
of  covered  civilian  medical  care  for 
members  of  service  families,  and 
miltary  retirees  and  their  dependents 
who  aren't  able  — or  who,  depending 
on  how  faraway  from  a service  hospi- 
tal they  live,  don't  want  — to  get  the 
care  they  need  at  military  medical 
facilities. 

Q:  Who  is  eligible  to  use  CHAM- 
PUS? 

A:  Dependents  of  active  duty  serv- 
ice members,  military  retirees  and 
their  dependents,  some  former 
spouses  of  military  members,  and  the 
surviving  family  members  of  de- 
ceased active  or  retired  military.  Ac- 
tive duty  service  persons  themselves 
arenoteligibletouseCHAMPUS.  Any 
care  they  may  need  from  civilian 
sources  is  paid  for  by  their  respective 
branch  of  service. 

Q:  What  does  CHAMPUS  cover? 

A:  Generally,  CHAMPUS  shares 
the  cost  of  care  that  is  medically  nec- 
essary. For  example:  doctor  bills  for 
inpatientand  outpatient  care;  hospital 
bills  for  semi-private  rooms,  meals, 
diagnostic  tests  and  treatment;  medi- 
cal supplies  or  equipment  such  as 
artificial  limbs  or  wheelchairs;  and 
some  health  care  centers  other  than 
hospitals  (for  example,  residential 
treatment  centers  for  emotionally  dis- 
turbed children  and  adolescents  or 
drug  rehabilitation  centers).  But  there 
are  special  rules  or  limits  on  some 
types  of  care. 


Q:  What  types  of  care  does  CHAM- 
PUS not  cover? 

A:  CHAMPUS  does  not  cover: 
abortions,  except  in  very  limited  cir- 
cumstances; cardiac  rehabilitation 
programs;  chiropractic  care;  dental 
care,  except  with  severe  limits;  eye- 
glasses and  contact  lenses,  except  in 
limited  circumstances;  preventive 
care,  except  for  well  baby  care;  ex- 
perimental and  other  certain  types  of 
care. 

Q:  Where  can  I find  out  more  details 
about  what  CHAMPUS  does  and  does 
not  cover? 

A:  Contact  the  Health  Benefits 
Advisor  (HBA),  sometimes  also  called 
the  CHAMPUS  advisor,  at  the  nearest 
military  hospital.  Members  of  the  6th 
Marine  Corps  District  may  contactthe 
Corpsman  stationed  at  your  RS  Offi- 
cer Selection  Station  who  is  a trained 
Health  Benefits  Advisor.  Any  HBA 
can  answerquestions,  and  provide  lit- 
erature and  claim  forms.  The 
Corpsmen  assigned  to  the  District 
Headquarters  are  also  available  to 
answer  your  questions  or  provide  as- 
sistance. 

Q:  How  do  I decide  whether  to  use 
CHAMPUS  or  go  to  a military  hospital 
for  inpatient  care? 

A:  If  you  live  within  a certain  "zip 
code  zone''  of  the  nearest  service 
hospital  - typically  within  30-60  miles 
— you  must  try  to  use  it  first  for  non- 
emergency inpatient  care,  before  us- 
ing CHAMPUS.  Call  the  hospital's 
HBA  to  find  out  if  you  live  within  this 
zone.  If  you  do,  and  the  hospital  can't 
provide  the  care  you  need,  the  HBA 
will  give  you  a form  that  says  so  — a 
"non-availability  statement."  With 
the  non-availability  statement  in 
hand,  you  can  seek  non-emergency 
inpatient  care  from  a civilian  doctor  or 
hospital  under  CHAMPUS,  and  ask 
CHAMPUS  to  share  the  cost  of  cov- 
ered care.  (NOTE:  The  care  you  seek 
must  be  a CHAMPUS  covered  benefit 


to  receive  payment.) 

Q:  What  if  I just  need  outpatient 
care? 

A:  You  can  choose  to  go  to  the 
nearest  military  medical  facility  - or 
you  can  go  to  a civilian  physician  or 
clinic  and  file  a claim  with  CHAMPUS 
for  cost-sharing  of  the  resulting  medi- 
cal bills.  You  do  not  need  a non- 
availability statement  for  outpatient 
care.  However,  not  all  individual 
health  care  providers  accept  CHAM- 
PUSpayments.  And,  the  ones thatdo 
usually  do  so  on  a case  by  case  basis. 
When  moving  to  a new  area,  check 
with  health  care  providers  to  see  if 
they  accept  CHAMPUS  so  you  will  be 
prepared  when  medical  care  is 
needed. 

Q:  How  long  does  it  take  for  a claim 
to  be  processed? 

A:  If  the  claim  has  been  filled  out 
completely  and  accurately,  and  has  all 
necessary  documentation  attached, 
processing  will  take  about  three  to 
four  weeks.  Be  sure  to  sign  the  form, 
provide  your  Social  Security  Number, 
send  in  a copy  of  the  "Explanation  of 
Benefits"  from  any  other  health  insur- 
ance you  carry,  and  be  neat  and  thor- 
ough when  filling  out  the  claim  form  to 
avoid  delays  of  up  to  several  weeks. 

Q:  If  I have  not  heard  anything  in 
several  weeks,  how  can  I check  on  my 
claim? 

A:  It  should  have  been  sent  to  the 
CHAMPUS  claims  processor  for  the 
state  in  which  the  care  was  provided. 
You  can  get  their  mailing  address  and 
toll-free  number  from  the  nearest 
HBA.  If  your  claim  is  handled  unsatis- 
factorily, contact  the  Benefit  Services 
Branch  at  CHAMPUS  Headquarters 
for  additional  help  at  (303)  361-3907/ 
3707,  or  write: 

OCHAMPUS 
Benefit  Services  Branch 

Aurora,  Colo.  80045-6900 
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Jungle 

boots 

available 

HQMC  • 

Washington,  D.C. 


Marines  can  now  purchase  jungle 
boots  through  military  clothing 
stores. 


With  the  publication  of  ALMAR 
265-87  during  November,  jungle 
boots  are  approved  as  an  optional  uni- 
form item  that  can  be  bought  by  the 
individual  Marine  and  worn  with  the 
utility  uniform.  Until  then,  the  boots, 
(hot  weather,  tropical  combat)  were 
an  item  of  organizational  property  and 
could  be  worn  only  when  issued  to  the 
individual  by  his  unit. 

According  to  Mary  Ann  Sheely, 
general  supply  specialist  and  clothing 
officer  at  HQMC,  the  jungle  boots  are 


available  in  100  varieties  of  widths 
and  sizes  and  currently  cost  $36. 70  a 
pair.  Military  clothing  stores  will  not 
be  able  to  stock  each  size  available, 
butthose  out  of  stockcan  be  ordered. 

Sheely  cautioned  that  the  only 
jungle  boots  authorized  for  wear  are 
those  purchased  through  the  military 
clothing  system.  The  jungle  boots 
were  authorized,  in  part,  to  fill  the  gap 
left  when  the  new  speed-lacing  com- 
bat boots  were  pulled  from  the 
shelves  because  of  defects. 


Contact  T earn  T ips 

Ideas  wanted  - share  your  helpful  hints 


Starting  this  month  we  will  publish 
recruiting  tips  from  some  of  the 
District's  more  successful  recruiters 
whose  ideas  may  help  other  recruit- 
ers. Read  them  and  if  they  work  for 
you  let  us  know.  Also,  if  you  are  using 
something  that  you  feel  is  worthwhile 
give  us  a call  at  (404)  347-7580  and 
ask  for  MGySgt  Bailey  or  GySgt 
Deloach. 

For  the  first  Recruiting  Tip  we  asked 
the  FY  87  6th  Marine  Corps  District 
Recruiter  of  the  Year,  GySgt  Masiello 
from  RS  Nashville,  "What  has  helped 
make  you  successful?"  The  gunny 
feels  that  most  recruiters  have  the 
same  knowledge,  prospecting  and 
selling  techniques.  WHAT  MAKES 
THE  DIFFERENCE  IS  how  the  individ- 
ual recruiter  puts  these  things  to  use. 
The  following  is  a list  of  tips  that 
Gunny  Masiello  feels  are  the  most 
important  assets  that  the  individual 
recruiter  can  put  to  use.  See  if  any  of 
them  can  help  you: 

1.  ATTITUDE.  You  MUST 
maintain  a positive,  upbeat  attitude. 
You  just  can't  let  things  get  you  down; 
bounce  back! 

2.  GOALS.  Set  realistic  suc- 
cess goals  for  yourself  (not  just  activ- 
ity goals).  Set  goals  thatyouaregoing 


to  drive  yourself  to  reach. 

3.  IMAGINATION.  Use  yours 
to  recruit  and  step  outside  the  day  to 
day  routine.  Try  a new  idea,  find  out 
what  others  are  doing. 

4.  SET  UPS.  When  you  go  to 
a High  School/Community  College 
don't  just  walk  around,  do  a "SET 
UP"  and  make  it  impressive.  Take 


Sgt  Mike  Ford 


GySgt  A.C.  Masiello 


your  recruiting  blanket,  Fairchild  pro- 
jector, anda  bundleof  literature.  Then 
make  your  display  look  good.  Wear 
your  blues,  step  out  from  the  table  and 
talk  to  someone. 

5.  AREA  CANVASSING.  Be 
aggressive.  Area  canvass  24  hours  a 
day,  alwaysaskingforacommitment. 
You'll  never  know  if  you  don't  ask. 

6.  POOL  PROGRAM.  Don't 
depend  upon  your  poolees  to  make 
your  mission.  Treat  anything  that 
they  bring  in  as  EXTRA. 

These  are  a few  things  that  Gunny 
Masiello  feels  are  important  in  the 
world  of  recruiting.  We  hope  they  can 
be  of  some  use  to  other  recruiters  in 
the  District. 

Again,  if  any  one  is  having  a problem 
with  some  area  of  recruiting,  or  feels 
that  they  have  an  idea  that  is  worth- 
while and  may  be  of  interest  to  other 
recruiters,  either  give  us  a call  or  write 
to  THE  CONTACT  TEAM,  6th  Marine 
Corps  District,  1365  Peachtree  St. 
N.E.,  Atlanta,  Ga.  30309-3117. 


Semper  Fi 

THE  CONTACT  TEAM 
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RAO  Notes 


sTSaiss 


Editor's  Note: 

IstLt  J.H.  Spann,  Jr.,  who  has  been  the  RAO  for  the 
past  two  and  a half  years,  has  left  the  Marine  Corps  to 
pursue  a civilian  career.  The  new  RAO  is  Capt  Jim  Kuhn. 


Due  to  this  turnover,  the  RAO  Notes  column  will  not 
appear  this  month.  Capt  Kuhn  will  debut  RAO  Notes  in 
February's  Dixie  Digest. 


Red  Cross  training 
proves  invaluable 


By  SSgt  Sherry  L.  Gregory 
PANCO  RS  Jacksonville 


It  was  a typical  early  summer  Saturday.  After  finish- 
ing up  some  paperwork  in  PCS  Gateway,  SSgt  Arrie  M. 
Rose  decided  to  do  some  grocery  shopping  at  the  NAS 
Jacksonville  Commissary. 

Little  did  she  know  that  before  she  could  check  her 
groceries  through  she  would  save  a man's  life. 

On  June  1 3,  1 987,  Rose  quickly  responded  to  a call 
for  help  by  administering  cardiopulmonary  resuscitation 
(CPR)  to  Mr.  Ken  Jackson,  a senior  management  official 
at  the  commissary. 

"I  really  didn't  stop  to  think  what  I wasdoing,"  recalls 
Rose.  "The  man  needed  help  and  my  instincts  and  my 


Red  Cross  training  just  took  over." 

Rose  and  a cashier  at  the  commissary  continued  to 
administer  CPR  until  medical  help  from  the  hospital  arrived. 
Rose  quickly  briefed  the  Corpsmen  on  the  man's  status. 
When  the  Corpsmen  took  over,  she  returned  to  her  grocer- 
ies, checked  out  and  left  the  area. 

Meanwhile,  Jackson  was  taken  to  the  emergency  room 
and  later  transferred  to  Riverside  Hospital  in  Jacksonville. 
Physicians  at  both  medical  facilities  noted  that  the  use  of 
CPR  saved  Jackson's  life. 

Appropriately,  Rose  was  named  to  receive  the  Red 
Cross  Certificate  of  Merit.  This  is  the  highest  award  given 
by  the  American  Red  Cross  to  a person  who  saves  or 
sustains  a life  by  using  skills  and  knowledge  learned  in  a 
Red  Cross  Health  Services  course.  The  certificate,  which 
was  presented  last  month  at  RS  Jacksonville,  bears  the 
signature  of  President  Reagan,  Honorary  Chairman  of  the 
American  Red  Cross. 

Jackson  and  his  wife  were  at  the  ceremony  and  both 
commented  on  how  glad  they  were  to  have  Rose  on  scene. 
It  all  proves  that  Red  Cross  formal  training  in  CPR  is 
valuable  - and  effective.  After  all,  you  never  know  when 
or  where  you'll  need  it. 
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District  Pacesetters 


RS  Jacksonville 

Closing  out  the  calendar  year  in  grand  fashion,  SSgt 
Arrie  M.  Rose  not  only  earned  Recruiter  of  the  Month  for 
the  month  of  December  but  was  named  Recruiter  of  the 
Quarter.for  RS  Jacksonville. 

Writing  a total  of  nine  contracts,  all  of  which  were  1 1 1 As, 
Rose  simply  says  that  she  began  to  work  for  December  a 
couple  of  months  ago. 

"Things  just  came  together  like  they  should,"  says 
Rose.  "I  get  a lot  of  help  from  my  fellow  recruiters  and 
NCOIC  which  makes  it  a lot  easier." 

RS  Macon 

SSgt  Robert  C.  Garner,  RSS  Jonesboro,  Ga,  is  RS 
Macon's  Recruiter  of  the  Month  for  December  1 987  with 
five  contracts. 

This  is  the  first  time  for  the  Albany,  Ga.  native  to  claim 
the  title  after  1 8 months  on  production. 

SSgtGarner  says  his  biggest  asset  is  his  NCOIC,  MSgt 
Kenneth  Lewis. 

"Top  doesn't  believe  in  closing  out  at  the  end  of  the 
month,  he  has  us  all  push  hard  early  so  we  can  close 
early,"  said  SSgt  Garner.  "I  worked  my  pool  hard  this 
month  for  referrals  and  they  came  through.  With  the  help 
from  my  poolees  and  my  NCOIC  I was  closed  out  by  the 
22nd  - just  in  time  for  the  holidays,"  concludes  Garner. 

GySgt  John  N.  Huffman,  also  from  RSS  Jonesboro,  is 
RS  Macon's  Recruiter  of  the  Quarter  for  the  1 st  Quarter  of 
FY-88.  He  has  amassed  1 4 contracts  this  quarter  with  no 
pool  discharges  for  a 4.67  net  production  average. 

RS  Montgomery 

Sgt  Robert  Hutchison  of  Recruiting  Substation  Mobile, 
Ala.  wrote  five  contracts  to  earn  top  honors  as  the  RS 
Montgomery  Recruiter  of  the  Month  large  station.  All  of 
Hutchison's  contracts  were  Tier  I. 

"Sergeant  Hutchison  has  good  work  habits,"  says 
SSgt  Donald  Browne,  NCOIC  of  RSS  Mobile.  " He  con- 
stantly prospects,  processes  and  uses  all  of  his  programs 
well." 

SSgt  Eddie  E.  Durr  of  RSS  Meridian,  Miss,  took  the 
small  station  Recruiter  of  the  Month  award  for  RS 
Montgomery,  writing  four  contracts  for  the  month.  "A 
secret  I've  found  that  works  for  me  is  having  my  poolees 
take  PPC's  that  are  missing  phone  numbers  to  school  with 
them.  This  method  of  making  contact  with  prospects 
seems  to  work  a lot  quicker  than  Mail-O-Grams,"  Durr 
says. 


RS  NashviSSe 

Finishing  December  with  seven  contracts  and  receiv- 
ing Recruiter  of  the  Month  and  Recruiter  of  the  Quarter 
honors  was  GySgt  Willie  F.  Coleman,  Jr.  of  Recruiting 
Substation  Nashville.  Five  of  his  contracts  were  1 1 1 As  and 
four  of  the  seven  were  grads.  T o top  off  his  month,  all  four 
grads  are  shipping  between  1 Feb  and  31  May  1988. 

The  Gunny  says  his  success  comes  from  an  under- 
standing wife,  an  understanding  NCOIC  and  the  amount 
of  exposure  he  has.  "I  wearthreehats,"  hesays.  "I'mthe 
Assistant  MEPS  Liaison  NCO,  the  Assistant  NCOIC  and  a 
recruiter.  Being  involved  in  all  three  gives  me  the  exposure 
I need." 

Being  patient  and  concentrating  on  follow-up  appoint- 
mentsatthe  righttimehelped  him,  hesays.  Someofthese 
contracts  just  took  a while  to  develop  until  they  paid  off." 

RS  Orlando 

Two  "Pacesetters"  at  RS  Orlando  came  in  under  the 
wire  for  the  coveted  title  of  Recruiter  of  the  Month  for  De- 
cember. They  were:  GySgt  Edwin  Montanez  of  RSS  West 
Palm  Beach  and  Sgt  Ira  Lockhart  of  RSS  Tampa. 

GySgt  Montanez  attributes  his  success  for  the  month 
to  his  command  recruiter.  "CpI  Poindexter  really  helped 
me  out  throughout  the  month.  He  has  been  of  great  assis- 
tance to  me  and  it  really  showed,"  he  says. 

Sgt  Lockhart  says  that  his  came  from  hard  work  and 
support.  "I  worked  really  hard  in  November,  since  De- 
cember is  traditionally  a hard  month.  Plus,  my  NCOIC 
gave  me  a lot  of  support  and  the  drive  to  go  and  do  the 
work,"  the  25  year-old  Leesburg,  Fla.  native  says. 
"That's  what  it  takes  to  be  a success  - the  willingness  to 
work  hard,  the  support  of  your  fellow  recruiters  and  the 
help  and  aid  of  an  understanding  NCOIC." 

RS  Raleigh 

SSgt  James  R.  Futrell,  NCOIC  of  RSS  Burlington, 
topped  off  1 987  with  Recruiter  of  the  Month  honors. 

Out  of  five  net  contracts,  four  of  them  were  1 1 1 As . "I 
geta  lot  of  encouragementfrom  my  wife,"  admits  the  26- 
year-old  Murfreesboro,  N.C.  native.  "She  keeps  me 
motivated  even  when  things  aren't  going  well. 

"She  helps  me  keep  focused  on  recruiting  and  takes 
care  of  everything  at  home.  This  way,  I have  more  time  to 
spend  working  on  the  pool  and  training  my  recruiters. 

"I  set  very  high  goals  for  myself  each  month  and  try 
not  to  fall  below  those  goals.  I have  always  been  competi- 
tive-! was  raised  that  way.  Being  in  the  Marines  has  only 
increased  that  competitive  spirit. 

"The  advice  that  I would  give  to  the  other  recruiters 
and  NCOICs  would  be  to  work  a LOT  of  people.  By  setting 
very  high  goals,  you'll  be  sure  to  accomplish  what's 
expected  of  you." 
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Digest  Salutes 


NAVY  ACHIEVEMENT  MEDAL  RS  Raleigh 

RS  Montgomery  GySgt  R.  Vasquez 


Sgt  F.S.  Chapman 
Sgt  R. Johnson 
Sgt  D.P.  Robisheaux 


SSgt  T.P.  Crooks 


MERITORIOUS  MAST 


MEPS  LIAISON  NCO  OF  YEAR 


PROMOTION 


RS  Macon 


RS  Orlando 


RS  Macon 


Sgt  T.R.  Elgin 


GySgt  G.W.  Hopkins 


GySgt  J.R.  Stokes 

RS  Montgomery 

SSgt  D.P.  Robisheaux 
SSgt  R.  Johnson 

RS  Nashville 

SSgt  J.C.  Kligel 
GySgt  D.L.  Godbee 
SSgt  D.A.  Hruza 

RS  Orlando 

SSgt  K.  Ingram 
GySgt  J.A.  Radke 


CENTURION  AWARD 
RS  Montgomery 


MARINE  CORPS  ASSOCIATION 
AWARD 

District 


SSgt  R.  H.  Champion 
SSgt  R.F. Handy 
SSgt  E.E.  Durr 

RS  Nashville 

SSgt  P.R.  Santos 

PRAETORIAN  AWARD 

RS  Montgomery 

SSgt  R.R.  White 
SSgt  T.B.  Williams 


Sgt  R.A.  Rickman 


Recruiter  Honor  Roll 


9 contracts 

SSgt  A.M.  Rose,  RSS  Jacksonville,  Fla. 

7 contracts 

GySgt  W.F.  Coleman,  Jr.,  RSS  Nashville, 
Tenn. 

SSgt  P.R.  Santos.Jr.,  RSS  Tupelo,  Miss. 
SSgt  N.  Haeger,  RSS  Ft.  Myers,  Fla. 

6 contracts 

SSgt  D.B.  Davis,  RSS  Albany,  Ga. 

Sgt  I.M.  Lockhart,  RSS  Tampa,  Fla. 

5 contracts 

GySgt  W.L.  Valentine,  RSS  Columbia,  S.C. 
SSgtC.J.  Boatright,  RSS  Florence,  S.C. 

SSgt  R.C.  Garner,  RSS  Jonesboro,  Ga. 

SSgt  A.J.  Bustamante,  RSS  Knoxville,  Tenn. 


Sgt  R.N.  Holman,  RSS  Nashville,  Tenn. 

SSgt  J.R.  Futrell,  RSS  Burlington,  N.C. 

GySgt  E.  Montanez,  RSS  W.  Palm  Beach,  Fla 
GySgt  D.T.  Silcox,  RSS  Orlando,  Fla. 

SSgt  J.  Ortiz,  RSS  Miami,  Fla. 

SSgt  D.E.  Dodd,  RSS  Panama  City,  Fla. 

SSgt  R.  Johnson,  RSS  Montgomery,  Ala. 

Sgt  R.  Hutchinson,  RSS  Mobile,  Ala. 

SSgt  R.L.  Turner,  RSS  Birmingham,  Ala. 

4 contracts 

GySgt  D.P.  Cannon,  RSS  Jacksonville,  Fla. 
SSgt  B.E.  Moses,  RSS  Savannah,  Ga. 

SSgt  C.L.  Smith,  Jr.,  RSS  Jacksonville,  Fla. 
Sgt  R.J.  Ford,  RSS  Valdosta,  Ga. 

Sgt  G.F.  Glenn,  RSS  Gainesville,  Fla. 

Sgt  A.L.  Pace,  RSS  Tallahassee,  Fla. 

Sgt  J.C.  Fuller,  RSS  Columbus,  Ga. 

SSgt  S.A.  Rothrock,  RSS  Stone  Mountain, 
Ga. 

SgtT.E.  Register,  RSS  Gainesville,  Ga. 

Sgt  D.W.  Christian,  RSS  Greenville,  S.C. 


GySgt  J.N.  Huffman,  RSS  Jonesboro,  Ga. 

Sgt  P.B.  Fontaine,  RSS  Marietta,  Ga. 

GySgt  D.L.  Godbee,  RSS  Murfreesboro, 

Tenn. 

Sgt  C.  Banks,  RSS  Memphis,  Tenn. 

Sgt  G.A.  Crocker,  RSS  Johnson  City,  Tenn. 
Sgt  J.C.  Holman,  RSS  Huntsville,  Ala. 

Sgt  T.D.  Matthews,  RSS  Johnson  City,  Tenn. 
Sgt  S.  Allen,  RSS  Durham,  N.C. 

SSgt  S.E.  Smalls,  RSS  Raleigh,  N.C. 

Sgt  J.  Herner,  RSS  Bradenton,  Fla. 

SSgt  V.  Green,  RSS  Clearwater,  Fla. 

Sgt  B.R.  Adams,  RSS  Lakeland,  Fla. 

Sgt  S.  Swan,  RSS  Leesburg,  Fla. 

SSgt  J.A.  Healy,  RSS  Leesburg,  Fla. 

Sgt  M.  Phelps,  RSS  Orlando,  Fla. 

SSgt  D.E.  Watson,  RSS  Tampa,  Fla. 

Sgt  E.  Jackson,  RSS  Gulfport,  Miss. 

CpI  S.  Hubbard,  RSS  Jackson,  Miss. 

Sgt  S.E.  Clark,  RSS  Mobile,  Ala. 

SSgt  T.P.  Crooks,  RSS  Panama  City,  Fla. 
SSgt  H.J.  Thomas,  RSS  Panama  City,  Fla. 
SSgt  T.B.  Williams,  RSS  Pensacola,  Fla. 
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December  1987  Procurement  Results 

SHIPPING 


PS  Reg  + 


PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

NPS  Reg  F 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Jac 

2 2 100.0 

41  41  100.0 

43  43  100.0 

2 2 100.0 

Mac 

3 2 66.7 

73  74  101.4 

76  76  100.0 

3 3 100.0 

Mon 

2 2 100.0 

52  52  100.0 

54  54  100.0 

2 2 100.0 

Nas 

2 2 100.0 

44  44  100.0 

46  46  100.0 

2 3 150.0 

Orl 

3 2 66.7 

96  97  101.0 

99  99  100.0 

3 3 100.0 

Ral 

3 3 100.0 

49  49  100.0 

52  52  100.0 

2 2 100.0 

Dist 

15  13  100.0 

355  357  100.6 

370  370  100.0 

14  15  107.1 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Jac 

15  16  106.7 

0 0 N/A 

0 0 N/A 

60  61  101.7 

Mac 

8 8 100.0 

0 0 N/A 

1 1 100.0 

88  88  100.0 

Mon 

22  21  95.5 

0 0 N/A 

0 0 N/A 

78  77  98.7 

Nas 

17  17  100.0 

0 0 N/A 

0 0 N/A 

65  66  101.5 

Orl 

7 7 100.0 

0 0 N/A 

1 1 100.0 

110  110  IOO.i 

Ral 

9 9 100.0 

0 0 N/A 

0 0 N/A 

63  63  100.0 

Dist 

78  78  100.0 

0 0 N/A 

2 2 100.0 

464  465  100. 

SHIPPING  QUALITY 

% MG  l-IIIA  Ship 

% Tier  1 HSG  Ship 

% NPS  Reg  4-6Yr 

% OEP  + CEP  R< 

NPS  Reg  NPS  Res 

NPS  RegM  NPS  ResM 

TOE  Ship 

Ship 

Jac 

62.8  68.8 

90.2  93.8 

100.0 

180.0 

Mac 

66.2  77.8 

97.3  100.0 

100.0 

280.0 

Mon 

64.8  71.4 

92.3  100.0 

100.0 

85.7 

Nas 

66.0  70.6 

93.2  88.2 

97.9 

71.4 

Orl 

64.0  75.0 

93.8  100.0 

100.0 

100.0 

Ral 

64.7  55.6 

91.8  100.0 

100.0 

71.4 

Dist 

64.8  70.0 

93.6  96.2 

99.7 

136.2 

NET  NEW  CONTRA  CTING 


PS  Reg  + 


PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

NPS  Reg  F 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

1 -1  -100.0 

52  54  103.8 

53  53  100.0 

2 5 250.0 

Mac 

4 2 50.0 

102  71  69.6 

106  73  68.9 

5 7 140.0 

Mon 

2 0 0.0 

73  78  106.8 

75  78  104.0 

4 1 25.0 

Nas 

2 1 50.0 

75  68  90.7 

77  69  89.6 

5 4 80.0 

Orl 

4 3 75.0 

122  99  81.1 

126  102  81.0 

6 4 66.7 

Ral 

2 0 0.0 

80  53  66.3 

82  53  64.6 

4 3 75.0 

Dist 

15  5 33.3 

504  423  83.9 

519  428  82.5 

26  24  92.3 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

14  20  141.9 

2 2 100.0 

0 0 N/A 

71  80  112.7 

Mac 

23  26  113.0 

3 6 200.0 

1 -1-100.0 

138  111  80.4 

Mon 

19  19  100.0 

0 0 N/A 

0 0 N/A 

98  98  100.0 

Nas 

24  30  125.0 

1 2 200.0 

0 0 N/A 

107  105  98.1 

Orl 

16  25  156.3 

0 0 N/A 

0 0 N/A 

148  131  88.5 

Ral 

18  22  122.2 

0 2 N/A 

1 0 0.0 

105  80  76.2 

Dist 

114  142  124.6 

6 12  200.0 

2 -1  -50.0 

667  605  90.7 

CONTRACTING  QUALITY 

% MG  l-IIIA  NNC 

% Tier  1 HSG  NNC 

% QEP  + CEP  Quota 

NPS  Reg  NPS  Res 

NPS  RegM  NPS  ResM 

Contracted 

APR 

Jac 

69.5  81.8 

101.9  95.5 

100.0 

2.00 

Mac 

62.8  96.8 

100.0  100.0 

1 10.0 

1.44 

Mon 

62.0  73.7 

96.2  100.0 

157.1 

1.78 

Nas 

58.3  71.9 

97.1  100.0 

100.0 

1.75 

Orl 

55.3  72.0 

99.0  100.0 

50.0 

1.58 

Ral 

64.3  83.3 

100.0  100.0 

125.0 

1.36 

Dist 

61.3  80.4 

98.8  99.4 

102.0 

1.62 
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SHIPPING 


PS  Reg  + 


PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

NPS  Reg  F 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Jac 

6 6 100.0 

155  156  100.6 

161  162  100.6 

6 6 100.0 

Mac 

9 5 55.6 

259  263  101.5 

268  268  100.0 

7 7 100.0 

Mon 

6 6 100.0 

157  157  100.0 

163  163  100.0 

8 8 100.0 

Nas 

6 7 116.7 

167  167  100.0 

173  174  100.6 

6 7 116.7 

Orl 

10  9 90.0 

344  345  100.3 

354  354  100.0 

11  11  100.0 

Ral 

8 8 100.0 

192  192  100.0 

200  200  100.0 

6 7 116.7 

Dist 

45  41  91.1 

1274  1280  100.5 

1319  1321  100.2 

44  46  104.5 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Jac 

35  36  102.9 

1 2 200.0 

1 1 100.0 

204  207  101.5 

Mac 

55  56  101.8 

8 9 112.5 

2 2 100.0 

340  342  100.6 

Mon 

72  72  100.0 

0 0 N/A 

0 0 N/A 

243  243  100.0 

Nas 

64  64  100.0 

0 0 N/A 

0 0 N/A 

243  245  100.8 

Orl 

31  31  100.0 

0 0 N/A 

2 2 100.0 

398  398  100.0 

Ral 

32  32  100.0 

0 0 N/A 

1 1 100.0 

239  240  100.4 

Dist 

289  291  100.7 

9 11  122.2 

6 6 100.0 

1667  1675  100.! 

SHIPPING  QUALITY 

% M<j  l-IIIA  Ship 

% Tier  1 HSG  Ship 

% NPS  Reg  4-6Yr 

% QEP  + CEP  Rqn 

NPS  Reg  NPS  Res 

NPS  RegM  NPS  ResM 

TOE  Ship 

Ship 

Jac 

63.6  71.8 

94.9  94.7 

99.4 

193.3 

Mac 

65.9  76.1 

95.8  96.9 

100.0 

253.3 

Mon 

63.6  65.3 

91.7  98.6 

99.4 

95.2 

Nas 

64.9  67.2 

89.8  90.6 

98.9 

71.4 

Orl 

63.8  72.7 

91.9  100.0 

100.0 

100.0 

Ral 

63.8  60.6 

92.2  96.6 

100.0 

81.0 

Dist 

64.3  69.2 

92.8  96.0 

99.7 

134.5 

NET  NEW  CONTRACTING 


PS  Reg  + 

PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

NPS  Reg  F 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

3 0 0.0 

143  160  1 1 1.9 

146  160  109.6 

6 13  216.7 

Mac 

12  4 33.3 

272  266  97.8 

284  270  95.1 

15  19  126.7 

Mon 

6 3 50.0 

201  186  92.5 

207  189  91.3 

13  13  100.0 

Nas 

6 3 50.0 

207  195  94.2 

213  198  93.0 

13  16  123.1 

Orl 

12  7 58.3 

341  316  92.7 

353  323  91.5 

18  15  83.3 

Ral 

6 5 83.3 

222  183  82.4 

228  188  82.5 

12  8 66.7 

Dist 

45  22  48.9 

1386  1306  94.2 

1431  1328  92.8 

77  84  109.1 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

42  57  135.7 

6 13  216.7 

1 1 100.0 

201  244  121.4 

Mac 

69  63  91.3 

17  15  88.2 

3 0 0.0 

388  367  94.6 

Mon 

57  80  140.4 

0 0 N/A 

0 0 N/A 

277  282  101.8 

Nas 

72  95  131.9 

3 1 33.3 

0 0 N/A 

301  310  103.0 

Orl 

47  55  1 17.0 

0 0 N/A 

0 2 N/A 

418  395  94.5 

Ral 

51  46  90.2 

3 3 100.0 

2 5 250.0 

296  250  84.5 

Dist 

338  396  117.2 

29  32  1 10.3 

6 8 133.3 

1881  1848  98.2 

CONTRACTING  QUALITY 

% MG  l-IIIA  NNC 

% Tier  1 HSG  NNC 

% QEP  + CEP  Quota 

NPS  Reg  NPS  Res 

NPS  RegM  NPS  ResM 

Contracted 

APR 

Jac 

68.2  81.7 

97.5  98.6 

176.5 

2.03 

Mac 

70.2  91.0 

99.6  101.3 

171.9 

1.59 

Mon 

64.3  86.3 

97.3  100.0 

147.6 

1.71 

Nas 

60.2  75.0 

94.4  100.0 

1 14.3 

1.72 

Orl 

63.1  86.0 

98.7  100.0 

75.7 

1.59 

Ral 

64.9  83.3 

97.8  98.0 

95.8 

1.41 

Dist 

65.2  83.5 

97.8  99.8 

125.7 

1.65 

